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January 


April 





77 Sob Story * More firms are obtain 
ing TROs against departing brokers 

82 Everyday Heroes « Stories of 
average” reps who are the core of the 
business 

103 The Fine Art of Hard Selling * How 
to urge clients to follow your advice 
without alienating them 

106 Mystery Quotes * The small-cap 
OTC market has problems with vacu- 
Ous quotes 

111 Devilish Details * Details 

new Roth IRA 

114 Electronic Eye *« Software may 
hasten e-mail usage, but strip 
of privacy 

116 Putting a Price on Value « Trainer 
Leo Pusateri helps brokers explain 
their value 

118 Annuities or No? + Var nu- 
ties are a tougher sale with the new 
tax law 


nf the 


brokers 


adie an 


February 





64 A U-5 Comment Letter « AA edi- 
tor’s comments regarding NASD's quaii- 
fied immunity proposal 

73 Here's the Money + Her 
1998's compensation changes a 
major firms 

77 Drifting Styles * Watching 

for style consistency is a good wa 
add value 

81 Turnstile Justice * You may | 

pay for justice up front or ever 

your hearing 

84 Climbing Too a ° Br 
should cut back c 

expectations 

91 Wrap Race « Speci alized 
grams and flexible pricing are 
developments 

95 Continuing improvement + B 

are noticing marked improvemer 
ongoing training 

104 Merrili Lynch's Hearing- ra pen 
Service * Programs for the deaf and 
hard of hearing help brokers reach out 
107 Sound Foundations + How to 
Clients to balance portfolios 

income securities 


March 





65 Branch Manager? Or Corporate 
Cop? * Branch managers are frustrated 
by paperwork 

73 Bank/Brokerage Marriages * What 
do the bank and brokerage mergers 
mean for reps? 

81 You've Been Served + How to pre- 
pare if you're sued and tips on protect- 
ing your reputation 

84 Making Yourself Dispensable + 
Broker profiles show that a dedicated 
Staff is the key to freedom 

93 Tax Crazy ¢ Basics of mutual fund 
taxation your clients may want to know 
101 Medical Savings Accounts * Med- 
ical Savings Accounts have fallen flat 
especially on Wall Street 

105 Shaky Footing * Gains in emerging 
markets aren't-as attractive as they 
appear 


67 Gen X Brokers on Gen X Clients « 
Some brokers are targeting younger 
chlents 

73 Bridging the Generation Gap « 
How do you land the next generation of 
investors? 

78 Brokers Team Up « Teaming up is 
all the rage, and it works well when 
done right 

93 The Pension Road « Qualified pian 
business requires knowledge, and 
doesn't come quickly 

97 Small Towns, Big Rewards + Bro- 
kers dont need to work in big cities 
Small towns have pockets of wealth 


May 





77 We Will Survive! « Transaction- 
ented brokers are not necessarily on 

the way out 

80 AR Roundtable: Fee v. Commis- 

sion ¢ Veteran reps discuss how they do 

business 

93 Reports of Your Death May Be 

Greatly Exaggerated « Full-service reps 

don't by er to De losing Dusiness to 

nternet trading firms 

101 Outstanding Broker Awards * AR 

honors 10 of the industry's finest reps 

125 Divorce * Brokers can ease the fi- 
Cial side of marital breakups 

130 Who's on First? « Using a client 

ranking system 

134 Hot Prospecting Ideas * New twists 

raditional prospecting approaches 

138 RR Radio + Broker talk show hosts 
ring in both listeners and clients 

142 Ces @ Bank Buy a Boutique? - 

based BankAtlantic bought New 

utique Ryan Beck & Co 


ersey b 


June 





51 Is it Internet Yet? * Firms are 


jetting a clearer picture of the Inter- 


net's place 

61 New Tools, Same Fight * Sales as- 
Stants can do more with new technolo- 

64 Are You Done For? « The wealth 

n cyt erspace creates de. 

mand for A0VICe 

Ad Virtual Road Shows « |PO road 

h ws on the Internet 

5 Harnessing the Killer App * E-mail 

and Web sites custom tailor information 

for clients 

93 Internet Fraud: Q&A with the 

SEC's Online Cops * What the SEC is 

doing, and how you and your clients 

can help 

101 Bond Markets Go Electronic + On- 

line fixed-income services bring dealer 

nventories together. 

107 The Check’s in the ... Cyberspace « 

nternet-based fund transfers 

115 Virtual Brokerage * Capital Inter- 

national Securities’ “Virtual Broker’ 

Web site 

119 AA Software Guide + Broker- 

specific software listing 


ormation 


July 





59 Your Executive's Pay Plan * How 
corporate pay plans work and impact 
key clients 


67 + The 90/10 Rule * Brokers are being 
encouraged more than ever to ignore the 
little guy 

70 The NAIP Meets « National Associ- 
ation of investment Professionals board 
members discuss the organization 

85 The Challenge of Consulting - 
Some high-end consultants can't get 
support at a brokerage firm 

91 Brokers Do Make House Calls + 
Why some reps make house calls, and 
how 

95 Selling the Experience + Good bro- 
kers understand the importance of dif- 
ferentiation 

97 AR Survey Summary * Results 
from Registered Representative's 1997 
broker Survey 

101 Y2K and You * Ever have a night- 
mare of an operational problem? Wait 
until the next century 


August 





58 Staking a Claim « Firms want to 
create a brand-name identity overseas 

65 Organization Orientation * Success- 

ful brokers tell how they got organized 

72 Second-Class Justice? « !s arbitra- 

tion inappropriate for discrimination and 
harassment claims? 

78 Forced Arbitration Under Attack « 
Congress, the courts and the industry 
are addressing mandatory arbitration 

84 Roth Wrongs « Programs that ana- 
yze Roth IRA conversions can provide 
ncomplete answers 

90 Building a Vision and a Team, Part | 

© RR columnist Matt Oechsli shares in- 
sights about successful partnerships 

92 Small Today, Gone Tomorrow + 
Why some reps have gone back to big 
orporate employers 


September 





73 The True Cost of Hanging a Shin- 
gle * Here are the experiences of reps 
who've gone out on their own 

83 Variable Confusion * What variable 
annuities offer, and what they cost 

88 Million-Dollar Producers * Five 
profiles of big producers reveal market- 
ng secrets and sales techniques 

103 Pay Your Money, Make Your Pitch 
¢ The conflict in vendor-funded training 
persists 

109 A Neutral Creature * Market- 
neutral mutual funds have steadier but 
ower returns 

113 Junk Funds * Closed-end junk 
funds are Wall Street's latest gimmick 
117 Media Madness * Expanded adver- 
tising budgets help boost brokerages 
brand names 

123 Designation Destination * What it 
takes to earn the industry's most com- 
mon professional designations 

132 Building a Vision and a Team, Part 
ll « RR columnist Matt Oechsli provides 
details on establishing a team 


October 


69 Calm, Cool and Collected * Here 
are nine strategies to turn broker stress 
into success 
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72 Sage Advice * Veterans’ tips on 
everything from reading clients to thriv- 
ing in a down market 
82 Alternative Shops * New types of 
firms offer brokers a choice 
99 Marooned on Bank Brokerage Is- 
land * Former wirehouse reps tell why 
bank brokerage left them cold 
105 AR Roundtable « Nontraditional 
practitioners tell why their style of busi- 
ness works 
109 Kids’ Stuff * Teaching children 
about investing can bring personal 
Satisfaction 
120 Dow Jones industrial Aberration « 
The advance-decline line can warn of un- 
derlying market weakness 

Retirement Planning Supplement 
9 Roth Detailing * The 1998 tax act 
Clarified some Roth IRA rules 
15 Dying “Broke” « Strategies for 
minimizing inheritances 
19 The Broker's 401(k) Market * What 
clients get, what they pay, and what you 
get paid 
27 Passing on the Plan « Estate plan- 
ning techniques for preserving qualified 
plans 
35 Retirement Mixer + Getting ci 
buy into the right asset mix for ret 





vents to 
rement 


November 


59 A Good Egghead « H 

good analysts 

64 Persistent en pops * Why ex- 
perienced reps still do cold prospecting 
70 Fee Business: Making the Jump « 
Four brokers who transitioned to fees 

81 The Future Is Fees « C sltant 
Chip Roame on what the pub ints 
83 College Bound « |s 

ment options for education f 

87 Foreign Fruit + Keep 

versified in international hoid 

91 Arbitration Step by Step + The 
tails of the arbitration proces 

95 Sharing the Weaith + | 

tial Spirit of Community Award 

teens for service 

119 Beyond Performance » Fu 
sponsored resource mater its 
jective and educational 





December 





61 Continuing Education hn enpre . 
The NASD answers questio 
requirements 

65 Closemouthed Clients + Tips to pry 
clients open without being 

70 Rating the Big Boys * Reps judge 
their firms in the annual B ge Re- 
port Cards survey 

91 Selling and Servicing 401(k)s + 
Three pros who tel! how t made 
401(k)s their specialty 

99 Attracting a Crowd * Brokers’ tech- 
niques for marketing and enting 
seminars 

103 Donkeys, Elephants, Bulls and 
Bears * Brokers turned politicians and 
their unique challenges 


Dout 





